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This study involved th e  testing  of a typology of persuasive s tra teg ies  
in a  descrip tive se tting  for the firs t tim e. The "Project N arrative" portion of a 
s e t of federal funding proposals was analyzed via content analysis.
Three hypotheses involving the  use of persuasive s tra teg ies  were 
te s te d . A fourth  hypothesis regarding th e  results of those te s ts  was conducted.
The data revealed th a t the  authors of th e  proposals analyzed employed 
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th e  investigato r failed to  accept any of th e  four hypotheses.
Recom m endations for fu rth er study included analysis of the  tex ts  of 
various docum ents such as p rivate  funding proposals, the minutes of decision­
making bodies' m eetings, speeches, and advertisem ents.
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Compliance S trateg ies as Revealed by the 
C ontents of Selected Federal 
Funding Proposals
Chapter 1 
Introduction
Introductory S tatem ent 
G rants, voluntary transfers  of money to public or p rivate  nonprofit 
organizations, are the fa s te s t growing economic sector of this generation 
(Smith & Skjei, 1980). Their growth ra te  ou tstrips by proportion the concurrent 
rise of the business sec to r (ACIR, 1978). By keeping pace with the rise of 
governm ental bureaucracies, th e  yearly growth ra te  of the  "grants economy" 
expands alm ost geom etrically  (Guttm an & Wilner, 1976).
H istorically the  bulk of growth has com e from the  federal governm ent. 
The to ta l am ount of dollars distributed by th e  federal governm ent through 
grants is tw ice as large as the to ta l am ount d istributed by the  500 la rgest 
private philanthropic organizations (Smith & Skjei, 1980). The Advisory 
Commission on Intergovernm ental Relations (1978) notes th a t federal giving is 
increasing tw ice as fast as private giving.
ACIR (1978) contends th a t the growth of federal giving has resulted 
from the creation  of over 1000 categorical g rants during the  1960s. C a te ­
gorical g ran ts were provided under narrow guidelines th a t specified such
m atters  as eligibility requirem ents, tim e-fram es, and intended beneficiaries. 
Until fiscal year 1981, they were th e  predom inant type of federal grant and
accounted for over $50 billion a year.
Com petition for funds provided by categorical grants is rigid. An 
average of 90 percent of all eligible applicants never receive approval for 
funding (ACIR, 1978). O ften, only a handful of gran t applications out of several 
hundred are  approved for funding. It is the fierce com petitiveness of the  
"grants economy" which a ttra c te d  a tten tion  from scholars in Economics, 
Political Science, and Communications.
Scholarly concern usually evolved from political and economic per­
spectives. Boulding (1973) sees grants as a "third secto r"  of enterprise. 
Econom etrics are often employed to determ ine answers to such questions as, 
"Who are the economic beneficiaries of federal grants?" (Boulding & Pfaff, 
1972). Meiskowski and Oakland (1979) explored m acro-econom ic problems such 
as the m arket determ inants of the  "grants economy".
Political scien tists focus on a d ifferent set of issues. Studies by 
Foster, (1976), Orniston (1977), and Sprecht (1976) scrutinized the im pact of 
decision-making processes in the  evaluation of g rant proposals. Domica (1974) 
explored the  role and perform ance of governm ent review bodies. Federal grant 
usage by public officials has been examined by Hough (1974).
Some scholarly concern has been exhibited by communications scien­
tis ts . Berdiner (1979) scrutinized communications between federal agencies and 
their gran tees. The persuasive efficacy of varying presentations of argum en­
ta tion  in governm ent proposals was studied by Dycus (1976).
Professional g ran t w riters, term ed "grantsm en", are also concerned 
with the  ex trem e com petition. The lite ra tu re  o f "grantm anship" is rep le te  w ith
examples of "how-to" books (Hill, 1973 and Des Marias, 1975). Publications 
such as Foundation News and Grantsmanship C enter News guide "grantsm en" to 
sources of funding. Even the  Federal Catalog of Dom estic A ssistance provides 
inform ation concerning a prospective applicant's chances of receiving funding.
For "grantsm en" persuading potential fundors is of prim e im portance 
(Smith & Skjei, 1980, chapter 4). Analogies between grants writing and selling, 
"gamesmanship", and thievery are often  suggested (Allen, 1974; ERIC, 1975; 
Smith & Skjei, 1980). One survey of professional g rants w riters reports th a t 
two keys to successful g ran ts writing are salesm anship and communication skills 
(Hillman & Aborbanel, 1975). Decker and Decker (1978) contend th a t successful 
grant proposals persuade the potential fundor of the proposed project s ta ff 's  
expertise . White (1975) argues th a t successful proposals convince the po ten tial 
fundor of the need for the  pro ject. In short, professionals in the  field view 
grant proposals as persuasive docum ents (Orlich & Orlich, 1977).
For educators the  "grants economy" and grants writing, in particu lar, 
is of v ita l im portance. Smith and Skjei (1980) note th a t institutions of higher 
education have accrued revenues from federal grants in inverse proportion to 
revenues accrued from private  sources. S ta te  departm ents of education 
distribute federal funds. Local education agencies acquire an average of eight 
percent of the ir revenues from federal funds -  until 1981 usually in the  form of 
categorical g ran ts (Smith ic Skjei, 1980).
Com petition for federal categorical g ran ts under educational programs 
has been as rigid as com petition for o ther types of categorical grants. A 
pertinen t example is the U.S. D epartm ent of Education, Community Education
Program . The program annually d istributes funds in excess of $3 million. 
According to  th e  program 's d irector, Mr. Ron C astald i, only about 40 out of 300 
applicants are funded each year (Personal Comm unication, 1980).
Purpose of the  Study
Presently , th e re  exists a dichotomy betw een the  popular lite ra tu re  of 
"grantsmanship" and scholarly effo rts . The popular lite ra tu re  of "grantsm an­
ship" focuses on the  proposal docum ent. Conversely, scholars focus on 
econom ic and political issues. Professional gran ts w riters see funding proposals 
as persuasive messages. Scholars tend to  ignore th a t phenomenon.
Thus, the  purposes of the  study were as follows:
1. To exam ine selec ted  federal funding proposals as persuasive 
messages.
2. To examine the persuasive s tra teg ies employed by th e  authors of 
those proposals by using a persuasive s tra tegy  typology devised by 
scholars involved in persuasion research .
3. To exam ine the efficacy of the theo re tica l an teceden ts on which 
th e  typology was built.
4. To go beyond current research  by using the typology in a rea l- 
world situation  ra th e r than using the  typology in a contrived 
situa tion  or a situation relying upon anecdotal data  provided by 
subjects.
S tatem ent of the Problem
What com pliance-gaining s tra teg ies  were employed by th e  authors of 
federal gran t proposals as revealed by the contents of those proposals? More 
specifically:
1. What was the  frequency with which specific s tra teg ies  were 
employed?
2. What was the  frequency with which various types of stra teg ies 
were employed?
3. Were th e re  significant differences in the  frequency with which 
specific s tra teg ies  were employed?
4. Were there  significant differences in th e  frequency with which 
various types of s tra teg ies  were employed?
5. Were the d ifferences, in th e  frequency of use of specific s t ra te ­
gies and s tra tegy -types, significant when considered as a whole?
Hypotheses
The study te s ted  four hypotheses regarding the use of com pliance- 
gaining s tra teg ies . They were;
Hypothesis I: That there  was no significant difference in the frequen­
cies w ith which specific s tra teg ies  were employed.
Hypothesis II: That there  was no significant d ifference in the
frequencies w ith which various s tra tegy  types were employed. 
Hypothesis III: That there  was no significant d ifference between the 
frequency with which socially acceptab le and less socially accep tab le 
s tra teg ies  were employed.
Hypothesis IV: That the  results of the firs t th ree  te s ts  of hypothesis, 
when taken as a whole, were not significant.
Definition of Terms 
Persasive Messages w ere defined as messages sent from a person or 
group of persons (in itia tor) to  another person or group of persons (receiver) th a t 
request a change in th e  receiver's  a ttitudes , beliefs, or behavior (Bettinghaus, 
1980).
Compliance-Gaining S trategies were defined as message choices taken 
from a se t of symbolic alternatives used by people when they seek to  
com m unicate persuasively (Miller, e t . a l., 1977).
Socially A cceptable S trateg ies were defined as com pliance-gaining 
s tra teg ies  based on techniques tha t m anipulate the persuadee's environment in a 
positive or im personal way. Included were stra tegy  types term ed "rewarding 
activ ities", "expertise", and "activation of impersonal com m itm ents" (Marwell 
& Schm itt, 1967).
Less Socially A cceptable S trateg ies were defined as com pliance- 
gaining s tra teg ies  based on techniques th a t m anipulate the persuadee's 
environm ent in a negative or personal way. Included were stra tegy  types 
te rm ed  "punishing activ ities" and "activation of personal com m itm ents" 
(Marwell & Schm itt, 1967).
Rewarding A ctiv ities were defined as s tra teg ies which manipulated 
the persuadee's environm ent in a positive way. Specific s trateg ies included 
"liking", "pre-giving", and "promise" (Marwell & Schm itt, 1967).
Expertise was defined as s tra teg ies  in which th e  persuader a ttem p ted  
to convince the persuadee of the persuader's superior knowledge, skill, or 
experience pertaining to  the  situation  a t hand. Specific s trateg ies included 
"positive expertise" and "negative expertise" (Marwell & Schm itt, 1967).
A ctivation of Impersonal Com m ittm ents was defined as stra teg ies  th a t 
a ttem p ted  to  m anipulate the  persuadee's self-perception  based on re fe ren t 
groups or norms. Specific s tra teg ies  included "positive and negative a lte r-  
casting", "positive and negative self-feeling" and "moral appeal" (Marwell <5c 
Schm itt, 1967).
Punishing A ctivities were defined as s tra teg ies  tha t a ttem p ted  to 
m anipulate the persuadee's enviornm ent in a negative way. Specific s tra teg ies
included "th reat"  and "aversive stim ulation" (Marwell 6c. Schm itt, 1967).
A ctivation of Personal Com m itm ents was defined as stra teg ies based 
on the persuader's a ttem p ts to  gain com pliance due to  the  persuader's and 
persuadee's relationship. Specific stra teg ies included "altruism " and "debt" 
(Marwell & Schm itt, 1967).
Liking was defined as the persuader's a ttem p t to gain com pliance by 
being kind or helpful to  the persuadee and thus putting the persuadee in "a good 
fram e of mind" (Marwell Sc Schm itt, 1967).
Pre-giving was defined as tha t instance when the persuader rew arded 
the persuadee before requesting compliance in order to induce com pliance 
(Marwell & Schm itt, 1967).
Promise was defined as tha t instance when the persuader o ffers the 
persuadee a reward if  the persuadee complies (Marwell 6c Schm itt, 1967).
Expertise (positive) was defined as tha t instance when the persuader 
suggests th a t the  persuadee's com pliance will be rew arded because of the  
persuader's superior knowledge, skill, or experience pertaining to  the situation 
a t hand (Marwell 6c Schm itt, 1967).
Expertise (negative) was defined as th a t instance when the persuader 
suggests th a t the persuadee's failure to comply will resu lt in negative circum ­
stances because of the persuadee's lack of knowledge, skill, or experience in 
relation  to  the persuader's (Marwell 6c Schm itt, 1967).
A ltercasting (positive) was defined as th a t instance when the 
persuader told the persuadee th a t a person with "good" qualities would comply 
(Marwell 6c Schm itt, 1967).
8A ltercasting  (negative) was defined as th a t instance when the 
persuader to ld  th e  persuadee th a t only a "bad" person would fail to comply 
(Marwell & Schm itt, 1967).
Esteem (positive) was defined as th a t instance when the  persuader 
suggested th a t the persuadee's com pliance would enhance the persuadee's 
standing with some im portant reference group (Marwell & Schm itt, 1967).
Esteem  (negative) was defined as th a t instance when th e  persuader 
suggested th a t th e  persuadee's failure to comply would lower the persuadee's 
standing with some im portant re ference  group (Marwell & Schm itt, 1967).
Self-Feeling (positive) was defined as th a t instance when the  persuader 
suggested th a t the  persuadee's com pliance would result in th e  persuadee 
"feeling good" about the  persuadee's self (Marwell & Schm itt, 1967).
Self-Feeling (negative) was defined as th a t instance when the  
persuader suggested th a t failure to  comply would result in the  persuadee 
"feeling bad" about the persuadee's se lf (Marwell & Schm itt, 1967).
Moral Appeal was defined as th a t instance when the persuader 
suggested th a t the persuadee's com pliance was th e  "right" thing to do (Marwell 
& Schm itt, 1967).
Aversive Stim ulation was defined as th a t instance when the persuader 
punished the  persuadee and made cessation of punishment contingent upon the 
persuadee's com pliance (Marwell & Schm itt, 1967).
Threat was defined as th a t instance when the  persuader suggested th a t 
th e  persuadee's failure to comply would resu lt in punishment of th e  persuadee 
(Marwell & Schm itt, 1967).
Altruism was defined as tha t instance when the persuader suggested 
th a t only the  persuadee was capable of helping the  persuader and should thus 
comply (Marwell & Schm itt, 1967).
Debt was defined as th a t instance when the  persuader suggested th a t 
the  persuadee should comply because of past favors perform ed for the  
persuadee by th e  persuader (Marwell <5c Schm itt, 1967).
C ontent Analysis was defined as a sy stem atic  technique for analyzing 
m essage content and message handling (Budd, e t .  a l., 1967).
Them atic Analysis was defined as a  type of con ten t analysis th a t 
concen tra tes  on assertions or them es ra th e r than counting words or space units 
(Budd, e t .  al., 1967).
A ssertion was defined as a single thought unit or idea tha t conveyed a 
single item  of inform ation e x tra c ted  from a  segm ent of con ten t (Budd, e t. al., 
1967).
C ontext Unit was defined as the  body of m ateria l surrounding th e  
coding unit, more precisely, as much of th e  m ateria l as required to  ch arac te rize  
th e  coding unit being analyzed (Budd, e t .  a l., 1967).
Coding Unit was defined as th e  sm allest segm ent of con ten t counted 
and scored  in content analysis (Budd, e t .  a l., 1967).
Category was defined as a variab le linked to  the  research  problem and 
to  th e  theories on which a particu lar research  problem is based. A category 
m ust accurate ly  f it  th e  needs of the  study so th a t it answers the  questions 
originally asked, be exhaustive (rela tive to the problem), and be m utually 
exclusive (Budd, e t .  al., 1967)
L im itations of th e  Study
The study was bound by th ree  lim itations:
1. Only those grant proposals subm itted  to  the  O ffice of Community 
Education, U.S. D epartm ent of Education were exam ined.
1 0
2. Only the "Project N arrative" portion of those proposals were 
examined.
3. Only those proposals accepted  for funding betw een federal fiscal 
years 1977-78 and 1980-81 were examined.
Basic Assumptions
The study assumed the  following:
1. That the persuasiveness of the proposals' "Project N arrative" 
portion contributed in part or in whole to  th e ir acceptance for 
funding.
2. That those coding the  data  worked independently of each o ther.
3. That those coding the data examined their portion of the data  as 
closely as possible.
4. That the  use of theoretically-derived  subcategories (strategies), 
categories (strategy-types) and supra-categories (socially 
acceptab le and less socially acceptab le s tra teg y  clusters) provided 
construct validity.
O rganization of the Study
The study consisted of five major parts . The first chapter provided an 
introduction to the problem with which the study was concerned. A review of 
re la ted  lite ra tu re  followed the  in troductory chapter in order to  provide an 
overview of the  scholarly work in the problem area . C hapter Three presented 
the  methodology used in the  study.
Two parts  concluded the study. C hapter Four presented the 
researcher's  findings. The last chapter (five) s e t fo rth  recom m endations and 
conclusions based on the investigator's findings in light of previous scholarly 
effo rts .
Chapter II
Review of Selected L iterature 
The review of lite ra tu re  was divided into six parts. The first section 
briefly discussed the role of typologies in theory construction and testing 
because th e  study used a typology as a tool for analysis. Presented in the 
second section was a discussion dealing with the development of typologies of 
com pliance-gaining s tra teg ies . The th ird  and fourth sections presented recen t 
research  effo rts  reflecting  the major divisions found in the lite ra tu re  by the 
investigator. A fifth  section presented the theo le tica l framework of the 
typology employed by the  study. Finally, the typology and its  relationship to its 
theo le tica l an teceden ts was discussed.
Typologies and the  Construction and Testing of Theory 
Borg and GaU (1979) have argued th a t a theory is "an explanation of 
behavioral or physical events" (p. 50). They further noted th a t theories consist 
of generalizations or s ta tem en ts  of relationship between two or more events. 
Through theories researchers a ttem p t to  predict or to  explain events (p. 50).
Typologies have played a key role in the  construction of theory 
because they aid in the development of generalizations. Like taxonomies, 
typologies a ttem p t to  order phenomena on the  basis of their relationship to  
o ther phenomena. Thus typologies have enhanced theorists ' ability to understand
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how phenomena are re la ted  to each o ther. That in turn has provided sounder 
generalizations, and hence, sounder theories.
Conversely, typologies have also aided in the testing  of theory. By 
using typologies, scholars have been able to  order phenomena based on 
presumed relationships. Scrutiny of the results of those orderings of the 
phenomena have helped theorists determ ine the  efficacy of the ir 
generalizations. By determ ining the  accuracy of the ir generalizations, theorists 
have been provided w ith insights regarding the  usefullness of th e ir theories.
Typologies have also provided a means by which theorists ' 
generalizations can be te sted . By testing  these generalizations, the theories 
upon which they are based have also been tested . Typologies have therefore 
been of g rea t use to those attem pting  to  construct or to  exam ine theories.
Development of Typologies of Com pliance- 
Gaining Strategies
Scholars engaged in persuasion research have devoted an increasing 
am ount of a tten tio n  to the development of typologies of com pliance-gaining 
behaviors. Some researchers have a ttem pted  to  genera te  typologies using 
inductive methods (Bearison & Glass, 1979; Cody, 1978; Falbo, 1977; Goodehilds 
& Quadrado, 1975; Wilkerson & Kipnis, 1978). O ther researchers have tried  to 
genera te  typologies using deductive methods (Miller, e t. al., 1977; Roloff, 1976; 
Roloff ÔC B arnicott, 1978).
Concurrently, researchers have also examined the im pact of 
situa tional contex t and personal variables on stra tegy  preference. Exploring 
the im pact of situational context were; Cody (1978), Falbo (1977), Goodehilds 
and Quadrado (1975), Marwell and Schm itt (1967), Miller, e t .  al., (1977), Roloff 
(1976), and Wilkerson and Kipnis (1978). Bearison and Glass (1979), as well as 
Roloff and B arnicott (1978), studied the  im pact of personal variables.
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Scholars who generated  typologies inductively followed a  research  
design in which data  from respondents was co llected  and categorized , thus
producing a typology. Taking a d ifferen t approach were th e  scholars who 
genera ted  typologies deductively. Those researchers  developed typologies 
whose an teceden ts were theories of social power. D ata were then collected  and 
classified according to  pre-existing definitions.
R esearchers in terested  in the  im pact of situational con tex t on 
s tra teg y  preference have used both methods. For exam ple, Wilkerson and 
Kipnis (1978) used an inductive research  design in the ir study of how 
organizations a ttem p t to  influence each o ther. Employing a deductive research  
design was Miller, e t .  al., (1977).
Studies concerned w ith the im pact of personal variables were also 
m arked by the use o f both m ethods. Roloff and B arnicott (1978) u tilized a 
typology generated  deductively in the ir study of the  s tra tegy  preferences of 
high and low m achiavellians. Conversely, Bearison and Glass (1979) employed a 
typology generated  inductively in the ir exam ination of the persuasive appeals 
used by children of differing ages.
Both methods were used by researchers studying the im pact of e ither 
situa tiona l context or personal variables. Thus the  investigator surm ised th a t 
the  relevant lite ra tu re  was naturally  divided along lines other than those based 
on the  m ethod used to  gen era te  each particu la r typology. Therefore th e  
lite ra tu re  was divided into two parts . One section reviewed studies concerned 
with the im pact of situa tional con tex t. The o ther examined studies concerned 
with th e  im pact of personal variables.
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Im pact of S ituational Context
Wilkerson and Kipnis (1978) a ttem p ted  to  determ ine w hat ta c tic s  
organizations use to influence each other. A t the sam e tim e, the  authors tried  
to determ ine under w hat conditions certa in  ta c tic s  tended to  be used. Finally, 
the  scholars developed a model explaining th e  im pact of context on ta c tic  
choice.
Sixty-seven graduate-level business students were asked to reca ll 
recen t instances in which the ir organization a ttem p ted  to influence another. 
Those responses were then subjected to content analysis. From th a t analysis 
th e  w riters developed a typology of influence tac tic s .
Two major se ts of ta c tic s  were reported  (p. 315). The first set, 
labeled "strong", was typified  by the  use of force or subterfuge (see Table 1). 
Labeled "weak" was the  se t exem plified by the use of negotiation or 
conciliation (see Table 1).
Concerning contextual factors, Wilkerson and Kipnis presented five 
major findings (p. 319). F irst, when faced with "proactive" problems 
(organization in itia tes  action), th e  respondents' organizations tended to employ 
weak m ethods. O rganizations faced with "reactive" problems (organization 
reac ts  to another's action) were more likely to  use strong methods. Strong 
m ethods w ere also m ore likely when the  organizations w ere dealing with 
suppliers ra th e r than custom ers. Fourth, when the ta rg e t was more powerful, 
the  w eaker in itia to r organization used weak methods. Finally, th e  researchers 
found no relationship betw een the use of weak or strong methods and the 
duration of relationship betw een the  in itia to r and ta rg e t organizations.
Cody (1978) investigated the perceptions of po ten tial persuaders 
tow ard persuasion situations. Using fac to r analysis, Cody identified six types of 
persuasive settings (p. 137). Those situations were:
15
TABLE 1
Influence T actics Identified by Wilkerson and Kipnis
Strong
Methods
♦Frequency of 
P reference 
(F irst, second, 
last)
Weak
Methods
♦Frequency of 
preference 
(F irst, second, 
last)
T hreat 8-4-3
Logical
Arguments 8-5-0
D icta te
Terms 6-1-0
Offering a 
deal 8-1-0
Demand
Compliance 4-2-1
Being
Cooperative 7-1-0
Withold
Service 3-2-4
Face-to-Face
Negotiation 7-1-2
Use Legal 
Action 2-2-3
Making the 
Target Aware 
of the Problem 5-1-0
Surveilance 1-0-0
Requesting
Compliance 3-1-0
Withold
Paym ent 1-2-0 Compromise 3-1-0
Apply
Group
Pressure 0-0-1
Having Higher 
Status O ffice 
N egotiate 1-1-0
D eceit 0-1-0
Use of Good 
N am e/Reputation 1-0-1
Persistence 0-0-1
Making Target 
Feel Ashamed 1-0-0
N ote. From "Interfirm  Use of Power," by Ian Wilkerson and David 
Kipnis, Journal of Applied Psychology, 1978, p. 319.
* S tarting with firs t method chosen.
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1. Formal vs. inform al
2. Superficial vs. in tim ate
3. Influentiability
4. I benefit vs. I do not benefit.
5. Easy to persuade vs. not easy to  persuade
6. Rights vs. favors
Cody suggested that persuaders’ perceptions of different persuasive settings 
might be more revealing than th e  overt actions taken by persuaders in certa in  
situations (p. 161).
Falbo (1977) asked 141 undergraduates to  w rite an essay title d  ’’How I 
Get My Way.” A panel of eight expert judges then conducted a content analysis 
of the students’ responses. The panel developed a 16-strategy coding schem e 
based on the generated  data (see Table 2). The coding schem e reflec ted  n inety- 
one percent of the stra teg ies  reported  (p. 537).
Following the coding of th e  data, th e  judges ra te d  the sim ilarity  of th e  
identified s tra teg ies . A multidimensional scaling analysis of the panel’s ratings 
indicated two underlying dimensions. Those dimensions w ere labeled 
”rational/non-rational” and "d irec t/ind irec t” (see Figure 1).
Miller, Boster, Roloff, and Seibold (1977) extended earlier research 
conducted by Marwell and Schm itt (1967). Miller (et. al.) a ttem p ted  to derive a 
more condensed typology from th e  deductively-generated typology of Marwell 
and Schm itt, (see Table 3). Secondly, Miller, (et. al.) tried  to determ ine how 
stra tegy  choice is influenced by d ifferen t situations (p. 37).
One-hundred and sixty-eight post-secondary students were asked to 
ra te  the ir preference for each of the six teen s tra teg ies  in four hypothetical
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Table 2
S trategy Coding Scheme Developed 
by Falbo
Strategy Definition Example
Assertion
Bargaining
Compromise
D eceit
Em otion-
Target
Emotion-
Agent
Evasion
Expertise
Fait
Accompli
Hinting
Persistence
Persuasion
Forcefully asserting one's 
way.
Explicit s ta tem en t about 
reciprocating.
Agent and Target give up 
p a rt of all desired goals 
to  ge t som e of them .
Fool ta rge t by use of 
f la tte ry  or lies.
Target a ttem p ts  to  a lte r  
agent's emotions.
Agent a ttem p ts  to a lte r 
ta rg e t's  em otions.
Doing what one wants by 
avoiding those who would 
disapprove.
Claiming to  have superior 
knowledge or skill.
Openly doing what one 
wants without avoiding 
the ta rg e t.
Not openly stating what 
one wants: indirect 
influence attem pts.
Repeating one's points 
or continuing influence 
a ttem pts.
Simple s ta tem en t about 
persuasion, convincing, 
or coaxing.
I voice my wishes 
loudly.
I'll do something 
for you if. . .
We usually compro­
mise.
Fast-talk ing and 
white lies.
I try  to  put him in 
a good mood.
I try  to  look sincere.
I get to do what I want 
as long as no one sees.
I teU them I have a lo t 
of experience in such 
m atters.
I do what 1 want to 
anyway.
I drop hints. I subtly 
bring up a point.
I re ite ra te  my point.
I keep trying.
I ge t my way by 
convincing others tha t 
my way is best.
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Table 2 (cont.)
S trategy  Coding Scheme Developed 
by Falbo
S trategy D efinition Example
Reason
Any s ta tem en t about using 
reason or ra tional arguem ent. I argue logically.
Simple
S tatem ent
Without supporting evidence 
or th rea ts , a m a tte r  of fa c t 
s ta tem en t of one's desires.
I simply te ll  what 
I want.
Thought
Manipulation
Making th e  ta rg e t think th a t 
the {gent's way is the 
ta rg e t's  own idea.
I usually try  to  
make the  other 
feel th a t it is 
his idea.
T hreat
S tating negative conse­
quences will occur if th e  
agent's plan is not 
accep ted .
I te ll him I'll 
never speak to 
him again if he 
doesn't do what I 
want.
N ote. From "M ulti-Dimensional Scaling of Power S tructures," by Tony 
Falbo, Journal of Personality  and Social Psychology, 1977, p. 541.
Bargaining
Persuasion
Compromise
Reason
RATIONAL
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Figure 1 
INDIRECT
Expertise 
Simple S tatem ent 
Persistence 
A ssertion
Hinting
Thought-Mani pulation 
Deceit
Emotion Target 
Emotion Agent
Evasion 
Threat
Fait Accompli
NON-RATIO NAL
DIRECT
Figure 1. Falbo's S trategy  Dimensions. (From "Multi-Dimensional 
Scaling o f Power S tructures" by Tony Falbo, Journal of Personality and Social 
Psychology, 1977, p. 541.)
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Strategy
Table 3
Marwell and Schm itt's Typology
Exam ple/Definition
Promise
Threat
Expertise
(Positive)
Expertise
(Negative)
Liking
Pre-Giving
Aversive
Stim ulation
Debt
Moral Appeal
Self-Feeling
(Positive)
Self-Feeling
(Negative)
A ltercasting
(Positive)
A ltercasting
(Negative)
Altruism
Esteem
(Positive)
Esteem
(Negative)
If you comply, I will rew ard you.
If you don't comply, I will punish you.
If you comply, you will be rewarded because of "the nature 
of things".
If you don't comply, you won't be rew arded because 
of the "nature of things".
Actor is friendly and helpful to ta rg e t to  put ta rg e t 
in a "good fram e of mind".
Actor rew ards ta rg e t before requesting com pliance.
Actor continuously punishes ta rg e t making cessation 
dependent on compliance.
You owe me compliance because of past favors.
You are im m oral if  you don't comply.
You will feel b e tte r  about yourself if you comply.
You will feel badly about yourself if you don't comply.
A person with "good" qualities would comply.
Only a  person with "bad" qualities would not comply.
I need your com pliance very badly.
People you value will think b e tte r  of you if you comply.
People you value will think worse of you if you don't comply.
N ote. From "Dimensions of Compliance-Gaining Behavior: An
Empirical Analysis," by George Marwell and David R. Schm itt, Sociom etry, 
1967, 30, pp. 347-8.
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situations. Those situations were delineated by th e  researchers on the  basis of 
two c rite ria  (p. 39). One criterion  was the  amount of psychological inform ation
available to  the  in itia to r about the ta rg e t. The second criterion was the 
duration of the consequences of com pliance from the  in itia tor's  perception.
The hypothetical situations presented to  the students were a job 
situa tion , a  fam ily situation , a sales s itua tion , and a s ituation  involving a 
room ate (p. 39). Based on the two contextual c rite ria  the four situations were 
labeled (p. 40):
1. Interpersonal/Short-Term  Consequences. (I/STC)
2. Interpersonal/Long-Term  Consequences. (I/LTC)
3. N on-Interpersonal/Short-Term  Consequences. (NI/STC)
4. Non-Interpersonal/Long-Term  Consequences. (NI/LTC)
The job situation  was labeled (I/STC) while (I/LTC) was applied to the 
fam ily situation  (p. 41). C ategorized as (NI/STC) was the sales situation  while 
the  situation  involving a room m ate was labeled (NI/LTC).
While the  e ffo rt to  derive a more condensed typology was 
unsuccessful, the study did reveal th a t the use of s trateg ies was situationally  
bound (p. 49). For exam ple, th re a t was more likely to  be used in non­
in terpersonal situations. However rew ard-oriented s tra teg ies were p referred  in 
in terpersonal situations. Finally, s tra teg y  preferences were more varied in non- 
in terpersonal situations.
A year prior to  the Miller (et. al.) e ffo rt, Roloff (1976) reported  two 
types of s tra teg ies  in a  sim iliar study. Roloff contended th a t "prosocial" 
s tra teg ies  are persuaders' a ttem p ts  to obtain relational rew ards by using 
techniques th a t fac ilita te  understanding of the ir needs and a ttitu d es  (p. 173). 
"A nti-social" s tra teg ies , he argued, represen t persuaders' a ttem p ts  to  obtain 
com pliance by imposing the ir position th ro i^h  force or deception (p. 174).
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Using an inductive approach sim ilar to  th a t employed by Falbo, 
Goodchilds and Quadrado (1975) sam pled tw o-hundred and seventeen
undergraduate studen ts at a  four-year college in C alifornia. A three-m em ber 
panel coded the co llected  data . E ighty-three p ercen t of th e  responses were 
accounted fo r by th e  coding system .
The panel found four types of stra teg ies  (p. 11). The firs t stra tegy  
consisted of th e  persuader claiming to  have knowledge or experience g rea te r 
than th a t of the  persuadee. A nother s tra teg y  was based on the  persuader's 
a ttem p ts  to  win the  persuadee's tru s t. A th ird  s tra teg y  saw the  persuader using 
th rea ts  of punishment. The la st s tra tegy  consisted of the  persuader promising 
the  persuadee a rew ard in re tu rn  for com pliance.
Goodchilds and Quadrado com pared the four s tra teg ies  to French and 
Raven's bases of social power (p. 28). The firs t s tra teg y  was likened to  expert 
power. A ttem pts by th e  persuader to  win the  persuadee's tru st were likened to 
re fe ren t power. The use of th re a t was in terp re ted  as being sim ilar to coercive 
power. Promises of rew ard were likened to  re fe ren t power.
Marwell and Schm itt (1967) developed and te s ted  a 16-strategy 
typology (see Table 3) based on six theories of influence or social power (pp. 
351-3). As in th e  Miller, (e t. al.) study, respondents were asked to ra te  the ir 
p reference for each s tra tegy  in differing situations (p. 355). Unlike the Miller 
(et. al.) study, Marwell and Schm itt presented situa tions with only short-term  
consequences (p. 355).
The researchers identified  two major types of s tra teg ies  (p. 357). One 
cluster was labeled "socially acceptab le". The o ther was te rm ed  "less socially 
acceptable".
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Factors I, III, and IV were contained in the c luster labeled socially 
accep tab le (p. 357). F acto r 1 contained rew arding ac tiv ities . F acto r 111 was 
com prised of instances when the  in itia to r a ttem p ted  to convince the  ta rg e t of 
the in itia to r's  superior know le% e, experience, or skill. Seven stra teg ies , which 
the researchers term ed "non-active techniques", made up F ac to r IV.
F actors 11 and V were contained in the  cluster term ed less socially 
accep tab le  (p. 357). Comprising F acto r 11 were s tra teg ies  which involved the 
m anipulation of the  ta rg e t's  environm ent in a negative way. F acto r V was made 
up of s tra teg ies  in which the  in itia to r tried  to gain com pliance by appealing to  
the  ta rg e t's  altruism  or by reminding th e  ta rg e t of past favors perform ed by the  
in itia to r for th e  ta rg e t.
Twelve specific s tra teg ies  made up the c luster term ed socially 
acceptab le (p. 358). From F acto r 1 w ere the s tra teg ies  o f pre-giving, promise, 
and liking. Negative and positive expertise com prised F acto r 111. Seven 
s tra teg ies  were found in F acto r IV. They included:
1. Positive and negative altercasting
2. Positive and negative esteem
3. Positive and negative self-feeling
4. Moral appeal
Four rem aining s tra teg ies  resided in the  cluster term ed less socially 
acceptab le (p. 359). From F acto r 11 w ere the s tra teg ies  o f th rea t and aversive 
stim ulation. Altruism and debt comprised F acto r V.
Im pact of Personal Variables
Two recen t studies have sought to  ascertain  the relationship betw een 
s tra teg y  preference and personal variables. Bearison and Glass (1979) explored
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th e  relationship between the  use persuasive appeals by children and the ir age 
and sex. Examining the s tra tegy  preference of high and low machiavellians 
were Roloff and B arnicott (1978).
The experim ental study conducted by Bearison and Glass involved 
forty-six  elem entary students. The students ranged from kindergarteners to 
sixth graders. At each grade-level the  students were divided by gender or an 
equal basis.
Significant differences were found by the  researchers when comparing 
grade-levels, but no significant d ifferences were reported when comparing 
genders (Bearison & Glass, 1979, p. 901). Younger children were reported  to 
tend to  rely on single requests followed by a th rea t. Second, third, and fourth 
graders generally phrased their appeals in term s of self-gain. A portion of fifth  
and sixth graders utilized m oral appeal. The rest of the  fifth  and sixth graders 
tried  to  s trike  bargains.
Roloff and Barnicott's 1978 findings were based on the responses of 
one-hundred and tw enty-four undergraduates. The authors used the typology 
developed by Marwell and Schm itt to  gather stra tegy  preference data. 
Machiavellianism levels were identified through the  adm inistration of the Mach 
IV Personality Measure.
The researchers reported  th ree  major findings (p. 206-8). F irst, 
machiaveUianism was found to  be significantly correlated  with the use of 
"prosocial" techniques and "psychological force" techniques. Second, 
machiaveUianism was found to  have a  g rea te r influence upon the  use of 
psychological force techniques than upon the use of prosocial techniques. 
Third, the authors reported th a t high machiaveUians tended to  prefer a g rea te r 
varie ty  of stra teg ies  than did low m achiavellians.
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The a ttem p ts  of scholars to develop a typology of compliance-gaining 
behavior have produced, despite differing m ethods, some sim ilarities in
findings. The prosocial and anti-social s tra teg y  types reported  by Roloff (1978) 
were sim ilar in nature to  the socially acceptable and less socially acceptable 
stra tegy  types identified  by Miller, e t. al., (1978). The data-generated  typology 
of Goodchilds and Quadrado (1975) reported  four s tra teg y  types; Three of those 
stra tegy  types (expertise, tru st, and promise) were somewhat akin to  the  cluster 
term ed "socially acceptable" by Marwell and Schm itt (1967). The "weak" and 
"strong" methods reported  by Wilkerson and Kipnis (1978) resem bled the 
"indirect" and "direct" s tra tegy  dimensions proposed by Falbo (1977).
In general, scholars have reported  situational context to have an 
im pact on s tra teg y  p reference. Wilkerson and Kipnis (1978) noted th a t 
organizations' s tra teg y  preference was dependent on the rela tive power of 
in itia tor and the  ta rg e t. However the duration of the relationship was reported  
to have li ttle  im pact (Wilkerson & Kipnis, 1978, p. 319).
O ther studies have produced d ifferen t findings. Miller, e t .  al., (1978) 
found duration to  be an im portant fac to r (p. 49). Roloff (1978) reported  sim ilar 
findings.
Concerning personal variables, th e  lite ra tu re  was in agreem ent. 
Bearison and Glass (1979) found d ifferen t s tra tegy  preferences on the  basis of 
age. Finding d ifferen t s trategy  preferences based on personality tra its  were 
Roloff and B arnicott (1978).
Finally, the research  e ffo rts  reviewed by th e  investigator were lim ited 
by the fa c t th a t all of them reported  subjects' responses to  contrived or 
hypothetical situations. That weakness was pointed out by Miller, e t. al. (1977)
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who s ta ted , "There is a vast d ifference between what people say they  would do 
and what they would actually  do" (p. 50). Bettinghaus (1980) and Cody (1978)
suggested th a t the  testing  of typologies would be g reatly  enhanced if  more 
testing  were to  take  place in descriptive settings (p. 194).
Theories of Social Power
Because the  study employed a typology of com pliance-gaining 
s tra teg ies developed by Marwell and Schm itt (see Table 3), the  investigator 
deem ed it necessary to  present th e  th eo re tica l fram ework from which the 
typology was derived. The typology was based on six m ajor theories of social 
power or influence. They included:
1. Etzioni's organizational power paradigm
2. French and Raven's bases of social power
3. Kelman's process of opinion change
4. Parson's concept of infuence
5. Skinner's theory of personal control
6. Weinstien and Deutchbeiger's theory of a ltercasting .
Etzioni (1961) presented his organizational power paradigm in the 
work, A Com parative Analysis of Complex O rganizations. He defined power as, 
"an actors ability  to induce or influence another ac to r to carry  out his 
directives or any o ther norm he supports" (p. 4). The theo rist argued th a t power 
d iffered according to the means employed to  gain com pliance. Etzioni 
identified th ree  means: physical, m ateria l, or symbolic (p. 5).
Three types of organizational power were identified  by Etzioni. He 
te rm ed  them "coercive", "rem unerative", and "norm ative" (p. 5). Concerning 
norm ative power, the  author noted two ancillary forms which he term ed "pure
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norm ative" power and "social" power. According to  Etzioni, each type of power 
corresponded to  th e  th ree  means by which power could be employed (p. 6).
Coercive power was deem ed to rest on th e  application, or the th rea t 
of application, of physical sanctions. The theorist saw rem unerative power as 
based on the  control of m ateria l resources. Normative power was described as 
th e  allocation and m anipulation of symbolic rew ards. Concerning norm ative 
power, Etzioni fu rther suggested th a t a more "eloquent" nam e might be 
"persuasive", "m anipulative", or "suggestive" power (p. 6).
The ancillary forms of norm ative power postulated by Etzioni were 
distinguished by what symbols were m anipulated (pp. 7-9). Pure norm ative 
power consituted the  m anipulation of esteem , prestige, and ritu a lis tic  symbols. 
Social power rested  on the m anipulation of social norms.
Two years earlier, French and Raven (1959) proposed tha t persuaders 
o pera te  from one or more of five bases of social power. Those bases included 
th e  persuaders' coercive power, rew ard power, a ttrac tiv en ess  (referen t power), 
expert power, and leg itim ate  power (pp. 151-3). French and Raven defined 
social power as a persuader's ability to  bring about a change in a persuadee's 
cognitions, a ttitu d e , or behavior (p. 154).
The bases of social power identified  by the  authors were delineated on 
th e  ex ten t to  which surveillance of the  persuadee was dependent upon insuring 
com pliance (p. 155). French and Raven argued th a t observability was critica l to 
th e  operation of coercive and rew ard power. Thus those bases of social power 
were labeled "socially dependent on surveillance" (p. 158).
Labeled "socially dependent w ithout surveillance" were re fe ren t, 
expert, and leg itim ate  power (p. 159). French and Raven argued tha t
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surveillance was not c ritica l to the operation of those bases of power. In each 
case power was seen by French and Raven as residing in the  persuader—rather 
than in ex ternal circum stances (p. 160).
French and Raven proposed definitions of each type of social power 
(pp. 162-6), Coercive power was seen as the persuader's ability to m ediate 
punishment. Conversely, rew ard power was seen as the persuader's ability to 
m ediate rew ards. R eferen t power was described as the ex ten t to which the 
persuadee identified  with the persuader. Expert power was identified as the 
ex ten t to  which the persuadee a ttrib u ted  superior knowledge or ability to  the 
persuader. Finally, leg itim ate  power was defined as the persuadee's acceptance 
of a role structuring  relationship with the  persuader.
In a  report of an experim ent aimed at ascertaining how persons' 
opinions a re  changed, Kelman (1961) postulated his theory of the process of 
opinion change. Kelman described influence as being derived from th ree  se ts of 
an teceden t and consequent conditions (p. 58). Those th ree  se ts  were term ed 
"com pliance", "identification", and "internalization" (p. 59).
Concerning th e  antecedents of influence, the author proposed th a t the 
qualita tive  featu res of the influence situation determ ined which type of 
influence would be brought into play (p. 60). From those antecedents w ere thus 
derived consequents and thus each type of influence. Table 4 illu stra tes the 
process envisioned by Kelman.
The theorist provided descriptions of each process (pp. 61-66). For 
exam ple, he saw com pliance as th a t instance in which the ta rg e t accep ts the 
agent's influence in order to gain a favorable reaction from the agent. 
Identification was described as th a t situation  in which the ta rg e t adopts a 
behavior because it is associated with a self-defining relationship.
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Table 4
Kelman’s Processes of Opinion C h a ise
Process Compliance Identification Internalization
A ntecedents:
1. Im portance 
of induction 
congruence
Concern with 
social e ffec t
Concern with 
social anchorage
Concern with 
value
2. Source of 
power of con­
trolling agent
Control of 
means A ttractiveness Credibility
3. Manner of 
achieving pre­
potency of the 
lim ited response
Lim itation 
of choices
Delineation of 
role require­
ments
Reorganization 
of means -  ends 
network
Consequents:
1. Perform ance 
conditions Surveillance
Salience of 
relationship 
to agent
Relevance of 
values to 
issue
2. Conditions 
of change and 
extinction or 
inducem ent and 
response
Changed per­
ceptions of 
conditions 
for rewards
Changed per­
ceptions for 
self-satisfying 
relationships
Changed per­
ceptions for 
value-m axim i- 
zation
3. Type of 
behavior system 
in which induced 
response is 
imbedded.
External 
demands of 
setting .
Role
expectations
Personal value 
system .
N ote. From "The Process of Opinion Change" by H erbert C. Kelman, 
Public Opinion Q uaterly, 1961, p. 67.
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was seen as th e  ta rg e t accepting certa in  behavior because of its  congruence 
w ith th e  ta rg e t's  value system .
Kelman fu rther agrued th a t the processes were ordered in natu re  (p. 
76). He proposed th a t com pliance, identification, and in ternalization  were 
varying levels of influence ranging from a concious to an unconcious level. 
Kelman theorized th a t an individual could be influenced by any one of the types 
of influence or be influenced in stages; starting  with compliance a t the 
conscious level and ending w ith in ternalization  of the unconcious level.
In a com plicated a rtic le  published in Public Opinion Q uarterly, Parsons 
(1963) tendered his concept of influence. He postulated th a t influence takes 
place in one of two "channels" through the application of positive or negative 
sanctions (p. 39). The application of sanctions, he argued, were through the  use 
of a particu lar "mode" and "medium", depending on which type of channel and 
sanction were in play (p. 40).
Parsons delineated the channels of influence on the basis of the ex ten t 
to  which the ta rg e t's  environm ent, inner motives or intentions were 
m anipulated by the agent (pp. 41-42). Thus an agent a ttem pting to  m anipulate 
a ta rg e t's  enviornm ent would be operating in a situational channel. Conversely, 
an agent attem pting  to  influence a ta rg e t by m anipulating the  ta rg e t's  inner 
m otives or intentions would be utilizing an in tentional channel. In each case 
th e  agent would employ positive or negative sanctions. Those sanctions would 
be applied through th a t channel's particu la r medium and mode.
Table 5 presents Parson's concept of influence. Under each type of 
sanction are  se t the medium and mode associated with each type of channel.
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Table 5
Parson's Concept of Influence
Sanction Channel
In ternational S ituational
Positive:
Mode Persuasion Inducement
Medium Influence Money
N egative:
Mode A ctivation of
C om m itm ents D eterrence
Medium G eneralization of
C om m itm ents Power
N ote. From "On the  Concept of Influence," by T alco tt Parsons, Public 
Opinion Q uarterly, 1963, p. 46.
Parsons identified  four modes and four media (pp. 43-44). The four 
modes consisted of tw o positive types te rm ed  "persuasion" and "inducem ent". 
Two negative modes were term ed "activation  of com m itm ents" and 
"deterrence". The four m edia consisted of two positive types labeled 
"influence" and "money" as well as two negative types called "generalization of 
com m itm ents" and "power".
The theoriest provided descriptions of the four modes (pp. 43-44). 
Persuasion rep resen ted  an g e n t 's  a ttem p t to  convince th e  ta rg e t th a t 
com pliance would be righ t from the  ta rg e t's  viewpoint. Inducem ent was seen as 
th a t instance in which the agent would m anipulate the  ta rg e t's  environm ent. 
Conversely, ac tivation  of com m itm ents and deterrence were described as the 
agent's  a ttem p ts  to m anipulate the  ta rg e t's  inner self.
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Also provided were explanations of the four media (pp. 45). Influence 
was accomplished by the  agent through the  appeal to d ifferen tia l loyalties held
by the  ta rg e t. Money (or the m aterial goods it symolizes) would be used to 
m anipulate the  ta rg e t’s rew ards. Power would be used to  m anipulate the 
ta rg e t’s inner self.
Finally, Parsons d ifferen tia ted  betw een the activation  and generali­
zation of com m itm ents (p. 46). A ctivation o f com m itm ents involved the agen t’s 
use of th e  relationship betw een the ta rg e t and the agent. G eneralization of 
com m itm ents was seens as the  agen t’s use of social norms.
In Science and Human Behavior, Skinner (1953) proposed eight means 
by which individuals a ttem p t to  control o thers (pp. 313-14). Those methods 
included:
1. The use of physical force
2. The manipulation of stim uli
3. The use of reinforcem ent
4. The use of aversive stim ulation
5. Pointing out contingencies of reinforcem ent
6. The use of deprivation or satia tion
7. The use of punishment
8. The use of em otion
Physical force was described as the  use of b ru te strength  or physical 
re s tra in t. The second control m ethod, m anipulation of stim uli, was identified 
as the  presentation  of stim uli in oder to  solicit or elim inate responses. 
Concerning reinforcem ent, Skinner described the  rewarding of appropriate 
responses as positive reinforcem ent and the  lack of rewards presented inappro­
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pria te  responses as negative reinforcem ent. Aversive stim ulation was seen as 
th a t instance in which the  ta rg e t is provided a noxious stim ulus until the  ta rge t
complies with the agent's desires. A fifth  control method, pointing out 
contingencies of reinforcem ent, was seen as th a t situation in which the  agent 
makes reinforcem ent contingent upon the degree to which the ta rge t responds 
to  the agent's request. Skinner described the use of deprivation or satiation  as 
the presentation of two ex trem e amounts of reinforcem ent. For example, 
deprivation consists of the to ta l rem oval of positive reinforcem ent. On the 
hand, satiation  consists of the provision of positive reinforcers to  the maximum 
level acceptable to  the ta rge t.
Finally, Skinner explained two other means of control. Punishment 
was described as the rem oval of positive reinforcers or the  presentation of 
aversive stim uli. The use of em otion was identified as the agent's stim ulation 
of the ta rge t's  em otional predispositions in order to e lic it certain  reflex 
em otive responses (e.g., fear, laughter).
Weinstien and D eutchberger (1965) postulated their theory of a lte r­
casting in an essay published in Sociom etry. They defined altercasting  as a 
technique of interpersonal control in which the agent a ttem p ts to crea te  an 
identity  or role for the ta rg e t which is consistent with the agent's goals (p. 41). 
They argued tha t the "Ego" (agent of influence) d irects behavior toward the 
"Alter" (target of influence) through "lines of action" (p, 4?).
The scholars proposed tha t those lines of action are im pacted upon by 
six dimensions (pp. 42-47). Those dimensions, they argued, determ ine the way 
in which the Ego crea tes  an identity  or role for the A lter. Of the six 
dimensions, the theorists  identified th ree  im pacting upon the form al and
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inform al relationships betw een the  Ego and the A lter. A fourth  dimension dealt 
with the type of request or com pliance the  Ego is seeking. The two remaining
dimensions were concerned with the interdependence of the  Ego and the A lter.
The firs t th ree  dimensions were labeled "structural distance", 
"evaluative distance", and "em otional distance" (p. 43). S tructural distance was 
explained as the  position of re la tive  authority  the  Ego seeks the  A lter to play 
out. Evaluative distance was described as the re la tive  evaluative sta tus of both 
parties as presented selves; independent of s tru c tu ra l distance. The last 
dimension, em otional distance, concerned itse lf with the  "primariness" or 
"secondariness" of the  A lter's relationship with Ego as pro jected  by Ego.
The fourth  dimension was term ed "support vs. support seeking" (p. 44). 
For exam ple, if Ego indicates to  A lter th a t A lter is an identity  requiring Ego's 
help, the dimension re fle c ts  support. Conversely, if Ego indicates th a t A lter is 
an identity  required to  help Ego then the dimension re fle c ts  support seeking.
Comprising the  la st two dimensions were "interdependence vs. au to ­
nomy" and "degree of freedom  allowed A lter" (p. 46). The form er was regarded 
by th e  theorists  as the  ex ten t to which Ego pro jects A lte r as being tied  to Ego 
by bonds of common fa te , perspective, or in terests . The la tte r  was defined as 
the  range of behavior Ego allows A lter within the enounter.
Marwell and Schm itt's Typology and the 
Theories of Social Power
As noted earlier, Marwell and Schm itt's typology was derived from six 
m ajor theories of social power (Marwell and Schm itt, 1967, p. 349). By 
identifying common elem ents found in those theories and incorporating 
uncommon elem ents, the  researchers derived their typology. Table 6 presents 
each s tra teg y  and its th eo re tica l antecedent(s).
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Table 6
The Theoretical A ntecedents of Marwell and Schm itt's Typology
Strategy Theoretical Antecedent(s)
Promise
Threat
Positive
Expertise
Negative
Expertise
Liking
Pre-Giving
Aversive
Stim ulation
Debt
Moral
Positive
Self-Feeling
Negative
Self-Feeling
Positive
A ltercasting
Negative
A ltercasting
Renum verative Power (Etzioni), rew ard power (French and 
Raven), means control (Kelman), inducem ent (Parsons), and 
pointing up of contingencies (Skinner).
Coercive power (Etzioni), coercive power (French and 
Raven), deterrence (Parsons), and pointing up of contingen­
cies (Skinner).
Expert power (French and Raven) and support (Weinstien and 
Deutchberger).
Expert power (French and Raven) and support (Weinstien and 
Deutchberger).
R eferen t power (French and Raven), identification 
(Kelman), influence (Parsons) and em otional distance 
(Weinstien and Deutchberger).
Manipulation of stim uli (Skinner).
Aversive Stim ulation (Skinner).
A ctivation of Com m itm ents (Parsons).
Pure norm ative power (Etzioni), in ternalization  (Kelman), 
and generalization of com m itm ents (Parsons).
In ternalization (Kelman) and persuasion (Parsons).
Internalization (Kelman and persuasion (Parsons).
Evaluative d istance (Weinstein and Deutchberger).
Evaluative distance (Weinstein and Deutchberger).
Altruism Support seeking (Weinstien and Deutchberger).
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Table 6 (cont.)
The T heoretical A ntecedents of Marwell and Schm itt's Typology
S tra tegy Theoretical A ntecedent(s)
Positive Social power (Etzioni)
Esteem
N egative Social power (Etzioni)
Esteem
N ote. From "Dimensions of Compliance-Gaining Behavior; An 
Em pirical Analysis," by George Marwell and David R. Schm itt, Sociom etry, 
1967, 30, pp. 347-8.
The authors proposed tha t th ree  of the  five principal fac to r solutions 
of the ir data analysis corresponded to  th ree  of French and Raven's bases of 
social power (p. 356). Reward power was likened to s tra teg ies  which seek to  
m anipulate the ta rg e t's  environm ent in a negative way. The stra teg ies  of 
negative and positive expertise (F actor in) were likened to expert power.
Marwell and Schm itt argued th a t th e  o ther two principal solutions 
w ere sim ilar to  Parson's concept of the activation  and generalization of 
com m ittm ents (p. 357). The researchers labeled the  s tra teg ies  of altruism  and 
debt (Factor V) "activation  of personal com m itm ents" (p. 358). F acto r IV was 
labeled "activation of impersonal com m itm ents" (see Table 7, p 37).
Table 7 se ts  forth  the  two stra teg y  clusters identified by Marwell and 
Schm itt. Under each cluster the principal fac to r solutions are provided. Each 
principal solution is set against the  theo re tica l concept it exem plifies. Also 
included a re  the  specific s tra teg ies  comprising each principal fac to r solution.
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Table 7
Marwell and Schm itt's Findings in Relation to  the 
Theories of Social Power
Major C luster I: Socially A cceptable S trategies
F acto r
Specific
S trateg ies
Corresponding 
Social Power Theory
I Pre-Giving, liking, promise Reward power (French and Raven)
III Positive/N egative expertise Expert power (French and Raven)
IV Positive/N egative Self­
feeling 
Positive/N egative A lter­
casting 
Positive/N egative Esteem 
Moral Appeal
A ctivation of com m itm ents 
(Parsons)
Major C luster II: Less Socially A cceptable S trategies
Facto r
F acto r
Specific
S trateg ies
Corresponding 
Social Power Theory
II Threat, aversive 
Stim ulation
Coercive Power (French and 
Raven)
V Altruism , debt A ctivation of com m itm ents 
(Parsons)
Summary
The review of lite ra tu re  began with a discussion of the  role of 
typologies in th e  testing  and construction of theory. It was noted th a t 
typologies provide a  means of ordering phenomena on the basis of their 
relationship, and thus strengthening generalizations and producing sounder 
theories.
N ote. From "Dimensions of Compliance-Gaining Behavior" by George 
Marwell and David R. Schm itt, Sociom etry, 1967, pp. 349-54.
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Following th a t first section, the  investigator discussed a ttem p ts  by 
persuasion researchers to  develop typologies of com pliance-gaining s tra teg ies.
The investigator found th a t scholars had a ttem p ted  to  genera te  typologies 
inductively and deductively. Also noted was the  fac t th a t scholars had 
concurrently examined the im pact of situational context and personal variables. 
The investigator thus determ ined th a t the lite ra tu re  was divided on the basis of 
th e  scholars' focus on situational context or personal variables.
The third and fourth sections of the review of lite ra tu re  examined the  
tw o divisions in the lite ra tu re  noted by the  investigator. Section th ree  was 
concerned with scholars' a ttem p ts  to  develop typologies while concurrently 
focusing on the  im pact of situational context. Section four dealt with scholars' 
e ffo rts  to develop typologies while examining the  im pact of personal variables.
A greem ent among the  research  e ffo rts  focusing on situa tional context 
was found by the investigator. It was noted th a t those reported  findings 
supported scholars' notions concerning the im pact of such facto rs as the 
re la tiv e  power of the  persuader and the  persuadee; the amount of psychological 
inform ation about the persuadee which the persuader had available; and the 
duration of the consequences of com pliance as perceived by the persuader.
Concerning research  which examined the im pact of personal variables, 
th e  investigator reviewed two studies. The firs t (Bearison & Glass, 1979) found 
s tra teg y  preferences based on age. The second (Roloff & B arn icott, 1978) found 
s tra tegy  preferences re la ted  to  m achiavellian tendencies.
A fter the fourth section a t the review of lite ra tu re , the  investigator 
exam ined the  theories of social power which served as the an teceden ts of the  
typology employed in the present study. Those theo re tica l an tecedents 
included:
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1. Etzioni's organizational power paradigm.
2. French and Raven's bases of social power.
3. Kelman's process of opinion change.
4. Parson's concept of influence.
5. Skinner's theory of personal control.
6. Weinstien and D eutchberger's theory of a ltercasting .
In the  final section, of th e  review of lite ra tu re , the  investigator 
discussed the relationship of the typology to  its  theo re tica l antecedents in 
detail. The investigator noted th a t the typology incorporated elem ents 
prevalent in the six theories of social power.
C hapter III 
Methodology
Population of th e  Study 
The population of th e  study consisted of the  conten ts of the  "project 
n arra tive"  of 156 federa l g ran t proposals. Those proposals were funded by the  
O ffice of Community Education, U.S. D epartm ent of Education. All 156 
"Pro ject N arrative" sections were w ritten  by local g ran tees funded by the  
O ffice of Community Education during fiscal years 1977-78 to  1980-81.
Each grant proposal consisted of th ree sections (U.S. D epartm ent of 
Education, 1980). Those sections were the  "Standard Federal A ssistance Form", 
"Budget Inform ation", and "Project N arrative". The first two sections 
contained standard ized  form s. Only th e  "P ro ject N arrative" section allowed 
g ran tees to  argue the m erits  of th e ir p rojects. Thus the  investigator excluded 
the  firs t tw o sections of each proposal docum ent.
Sample of the  Study 
One hundred percen t of th e  population was sam pled.
Instrum entation
The study u tilized  a sim ple coding sheet to  record  th e  scores produced 
by th e  da ta  analysis (see Appendix A). A coding sheet for each proposal was 
used. On th a t coding sh ee t coders recorded the frequency w ith which specific
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s tra teg ies  were used. The coders also recorded the specific paragraph in which 
th e  s tra teg y  was found.
D ata Acquisition
The study em ployed th em atic  analysis (Budd, e t .  a l., 1967). Each 
them e or assertion was considered the unit of analysis. Thus each stra tegy  
de tec ted  was counted and placed in one of six teen  subcategories corresponding 
to  Marwll and Schm itt's typology (see Table 3).
The six teen  subcategories com prised five categories. Those categories 
correspond to the five principal fac to r solutions found by Marwell and Schm itt 
(see Table 7). The counts for C ategories I, III, and IV were to ta led  and placed in 
a  supracategory which correspond to the  first major cluster found by Marwell 
and Schm itt (see Table 7). Counts for categories n  and V were placed in a 
supracategory which correspond to the second major cluster found by Marwell 
and Schm itt (see Table 7).
Following th e  rules of them atic  analysis (Budd, e t . al., 1967), the 
investigator used a p re-determ ined  contex t unit. For the purposes of the  study 
the  investigator chose each paragraph of the  m aterial analyzed to serve as the 
contex t unit. Use of the  paragraph m et the stipulation th a t the context unit be 
large enough to provide the  background necessary to  perm it coding, but not so 
la rge  th a t coders could have becom e confused (Budd, e t .  al., 1967).
Coding of the  d a ta  was perform ed by a panel of five coders. The 
investigator tra ined  the  coders in the  m ethods of them atic  analysis and exposed 
them to Marwell and Schm itt's typology. The coders were provided with nine 
con tac ts  hours of train ing during th ree  sessions held in the months of Septem ber 
and O ctober, 1981.
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Following the training of the coders a pilot study was conducted to 
determ ine the reliability  of the  coders. A "Project N arrative" section was 
drawn at random, copied, and provided to the coders. The investigator then 
instructed  the coders to  conduct h is/her coding in isolation.
D eterm ination of in te rra te r reliability  was com puted using Holsti's 
Method (Budd, e t .  al., 1967, p. 68). The initial reliab ility  level was com puted to  
be .73. The investigator retra ined  the coders during a session held in 
November, 1981. Following the retrain ing a second in te rra te r  reliability  te s t 
was conducted. Reliability increased to the .91 level and was deemed 
acceptable by the  investigator (Budd, e t .  al., p. 68).
C onstruct validity was accomplished by the use of pre-defined sub­
categories, categories, and supracategories (see Tables 3 and 7). Those pre­
definitions were based on the  theore tica l antecedents of Marwell and Schm itt's 
typology (see Table 6). The categorization process m et the rules of them atic  
analysis which demand tha t categories be mutually exclusive and applicable to 
the  study (Budd, e t . al., 1967).
Treatm ent of the D ata
Prelim inary data analysis consisted of four steps. F irst, the frequency 
with which each of the sixteen s tra teg ies  (sub-categories) were used was 
recorded. Second, the sums of sets of sub-categories were derived in order to 
produce category to ta ls . Third, the  sums of sets of category were derived in 
order to produce supracategory to ta ls . Fourth, the supracategory to ta ls  were 
summed in order to  derive th e  to ta l number of stra teg ies recorded.
Secondary data analysis consisted of two steps. F irst, the frequency 
data for each subcategory, category and supracategory were converted to a
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percentage of the  to ta l number of s tra teg ies recorded. Second, the  percentages 
were analyzed using Chi-Square.
Chi-Square was applied in order to  te s t for significances of d ifference 
a t  the sub category, category and supracategory levels. The accuracy of the  
Chi-Square com putation was enhanced by Y ate’s correction for D iscontinuity 
(Minium, 1978, p. 427), N on-directional te s ts  of significance were conducted a t 
th e  .05 level in order to  determ ine if  significant differences occured a t either 
ex trem e of the  sampling distribution.
Following the  te s ts  of significance, the  results of those te s ts  were 
considered in aggregate. The investigator utilized S touffer's Method of 
Combining Tests of Significance (M osteller and Bush, 1958, pp. 328-31). The 
use of Stouffer's Method enabled the investigators to determ ine if the  results of 
the  te s ts  of significance, when considered as a whole, indicated findings 
reflecting  ra rity  or chance.
In using Stouffer's Method, the  investigator followed four steps. F irst, 
the  observed P-values were transform ed to  standard normal scores using 
available standard normal tables. Then the number of observations (tests of 
significance) were summed. Third, the  square of the  sum of observations was 
divided into th e  sum of the transform ed P-values. Finally, the  value derived 
from the fourth s tep  was te s ted  against a normal tab le  score a t the .05 level.
Figure 2 p resen ts the contingency tab le , s ta tis tic a l hypothesis and 
alpha level concerning the  percentage of to ta l frequency accounted for by the  
sixteen subcategories (strategies). The study thus employed a 1 x 16 contin­
gency tab le . The null hypothesis was tested  a t  the .05 level with fifteen 
degrees of freedom .
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Figure 2
Contingency Table and Statistical Hypothesis
Concerning the Use of Specific Strategies or
Subcategories (Hypothesis I)
Strategy
Promise
T hreat
Expertise (positive) 
Liking 
Pre-Giving 
Aversive S tim ulation 
Debt
Moral Appeal 
Self-Feeling (positive) 
Self-Feeling (negative) 
A ltercasting  (positive) 
A ltercasting  (negative) 
Altruism
Esteem  (positive) 
Esteem (negative)
Expected Percen tage of Frequency (Pe)
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Pe = .0625
Total Pe = 1.00
Ho: Pe = .0625 
Ha: Pe = .0625
CK . = .05 df = 15 crit = 25.00
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Figure 3 p resen ts the contingency tab le , s ta tis tic a l hypothesis and 
alpha level concerning the  percentage of to ta l frequency accounted for by the  
five categories (Marwell and Schm itt's fac to r solutions). A 1 x 5 contingency 
tab le  was u tilized. The null hypothesis was te s ted  a t the .05 level w ith  four 
degrees of freedom .
Figure 4 presen ts the contingency tab le , s ta tis tic a l hypothesis and 
alpha level concerning the  percen tage of to ta l frequency accounted for by the 
tw o supracategories (Marwell and Schm itt's major clusters). A 1 x 2 contin­
gency tab le  was used. The null hypothesis was te s ted  a t  th e  .05 level w ith one 
degree of freedom .
Figure 5 se ts  fo rth  the last s ta tis tic a l hypothesis. The investigator 
utilized S touffer's Method (M osteller and Bush, 1958). The aggregate te s t  was 
se t a t the  .05 level.
Summary of Methodology
The study sam pled all 156 "P ro ject N arrative sections of those local 
program g ran ts  funded by the U.S. D epartm ent of Education's O ffice of 
Community Education during fiscal years 1977-78 to  1980-81. Instrum entation 
consisted of a coding sheet on which the frequency with which specific 
s tra teg ies  d e tec ted  were recorded. D ata was acquired th ro i^h  th e  use of 
them atic  analysis. The analysis was conducted by five coders tra ined  in th e  use 
of them atic  analysis and exposed to  Marwell and Schm itt's typology.
A pilot study was conducted to determ ine in te rra te r  re liab ility . The 
investigator com puted a reliab ility  level of .73. Subsequent re -tra in ing  
produced a reliab ility  level of .91.
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Figure 3
Contingency Table and S tatistical Hypothesis
Concerning the use of Strategy Types
or Categories (Hypothesis II)
Percentage
RA PA EX AIC APC (Pe) Total
Pe =.20 Pe = .20 Pe = .20 Pe = .20 Pe = .20 Pe = 1.08
Ho: Pe = .20 
Ha: Pe = .20
o C  = .05 df = 4 = 9.49
Pe = expected percentage
Where RA = Rewarding A ctivities (pre­
giving, liking, and promise)
PA = Punishing A ctivities (threat 
and aversive stim ulation)
EX = Expertise (negative or 
positive)
AIC= A ctivation of Impersonal 
Com m itm ents (positive/ 
negative self-feeling, 
positive/negative 
altercasting , positive/ 
negative esteem  and moral 
appeal)
APC= A ctivation of Personal 
Com m itm ents (altruism 
and debt)
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Figure 4
Contingency Table and S tatistical Hypothesis Concerning
the Use of Strategy Clusters or Supracategories
(Hypothesis III)
Percentage (Pe)
SA LSA Total
Pe = .50 Pe = .50 Pe = 1.00
Ho: Pe = .50 
Ha: Pe = .50
= .05 df = 1 = 3.84
Pe = expected percentage
Where SA = Socially A cceptable
S trateg ies (rewarding 
activ ities, expertise, 
and activation of im personal 
com m itm ents)
LSA= Less Socially A cceptable 
S trateg ies
(punishing activ ities and 
activation  of personal 
com m itm ents)
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Figure 5
S ta tis tica l Hypothesis Concerning th e  Findings 
of th e  Three T ests of Significance 
(Hypothesis IV)
2 _ sum of norm al deviates
Ho: z + 1.96
Ha: z + 1 .96
c>C = .05 Z c rit = + 1.96
The data  gathered  by the them atic  analysis was summed. Derived was 
the  frequency accounted for by each specific s tra teg y  (subcategory), each of 
the five categories (Marwell and Schm itt's major clusters). Those frequencies 
were converted to percentages of the to ta l frequency of stra teg ies accounted 
for.
Chi-Square with Y ate 's correction was used to conduct th ree  te s ts  of 
significance. Those te s ts  involved the  percentage of frequency accounted for 
by the subcategories, categories, and supracategories. . Using th ree  1 x C 
contingency tab les, the  investigator conducted each te s t of significance a t  the 
.05 level.
A ggregate data analysis was conducted using S touffer's Method. The 
investigator a ttem p ted  to determ ine if  the results of the th ree  te s ts , when 
taken as a whole, re flec ted  findings due to  chance or ra rity . The aggregate te s t 
was conducted a t  the  .05 level.
C hapter IV 
Findings
Analysis of th e  D ata
Table 8 illu stra tes  th e  use of the  six teen stra teg ies  which com prised 
th e  typology. It reveals th a t the 156 "Project N arrative" sections contained 
6,647 paragraphs (context units). The stra tegy  or them e for each paragraph was 
categorized  and counted.
The s tra tegy  of promise was the most frequently employed stra tegy  
(see Table 8). It accounted for 2,479 of the 6,647 frequency counts (37%). 
Accounting for 24% and 21% respectively were the s tra teg ies of positive 
expertise  and liking. Those two stra teg ies  ranked second and third in frequency 
o f use (see Table 8).
Three of the  sixteen s tra teg ies  were not employed a t all (see Table 8). 
Those s tra teg ies  were negative self-feeling, negative altercasting , and aversive 
stim ulation . The th ree  s tra teg ies tied  for fourteenth  in term s of rank order of 
use (see Table 8).
Figure 6 se ts  forth  the resu lts of the te s t of hypothesis concerning the 
use of specific  s tra teg ies  (Hypothesis 1). The obtained Chi-Square value of 
30.70 exceeded the criterion  value a t the .05 level. Thus, Hypothesis 1 failed to 
be accep ted . The data analysis revealed s ta tis tica lly  significant d ifferences in 
th e  frequency with which specific s tra teg ies  were used.
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Table 8
Use of the  Sixteen S trateg ies (Subcategories) 
Comprising th e  Typology
S trategy
Frequency 
of Use Percentage *
Rank
Order
Pre-Giving 232 3.5 6
Liking 1387 21.0 3
Prom ise 2479 27.0 1
Expertise (+) 1596 24.0 2
Expertise (-) 11 ** 9
Self-Feeling (+) 1 *** 11 (tie)
Self-Feeling (-) 0 0.0 14 (tie)
A ltercasting  (+) 165 2.5 7
A ltercasting  (-) 0 0.0 14 (tie)
Esteem  (+) 1 *** 11 (tie)
Esteem  (-) 1 *** 11 (tie)
T hreat 3 *** 10
Aversive Stim ulation 0 0.0 14 (tie)
Altruism 327 5.0 5
Debt 391 6.0 4
Moral Appeal 53 1.0 8
Total 6647 100.00
* Rounded to nearest percent
** Less than .5%
*** Less than .1%
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Figure 6
Contingency Table and Results of Test of Hypothesis
Concerning the Use of Specific Strategies or
Subcategories (Hypothesis I)
Strategy
Expected 
Percentage (Pe)
Obtained 
Percentage (Pe)
Pre-Giving 6.25 3.50
Liking 6.25 21.00
Promise 6.25 37.00
Expertise (+) 6.25 24.00
Expertise (-) 6.25 (less than .5%)
Self-Feeling (+) 6.25 (less than .1%)
Self-Feeling (-) 6.25 0.00
A ltercasting (+) 6.25 2.50
A ltercasting (-) 6.25 0.00
Esteem (+) 6.25 (less than .1%)
Esteem (-) 6.25 (less than .1%)
Threat 6.25 (less than .1%)
Aversive Stim ulation 6.25 0.00
Altruism 6.25 5.00
Debt 6.25 6.00
Moral Appeal 6.25 1.00
Total Pe = 100.00 Total Po = 100.00
Ho: Pe = .0625 
Ha: Pe = .0625
X o b t  = 30.70 C C = . 0 5 d f = 1 5  c rit =25.00
Fail to accept null 
hypothesis
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Table 9 illustrates the frequency to ta ls  for various stra teg y  types or 
categories. Rewarding A ctivities accounted for nearly 62 percent of all 
s tra teg ies  used. Expertise ranked second by accounting for 24 percen t. Ranked 
third was th e  category te rm ed  A ctivation of Personal Com m itm ents which 
accounted for alm ost 11 percen t. The last two categories, A ctivation of 
Impersonal Com m itm ents and Punishing A ctivities ranked fourth and fifth  
respectively . Together they  accounted for less than four percent of the to ta l 
frequency.
Table 9
Use of S trategy  Types or Categories
S trategy
Frequency 
of Use Percentage*
Rank
Order
Rewarding A ctivities 4098 61.6 1
Expertise 1607 24.2 2
A ctivation of 
Impersonal
Com m itm ents 221 3.3 4
Punishing A ctiv ities 3 .1 5
A ctivation of Personal
Com m itm ents 718 10.8 3
Total 6647 100.00
* Rounded to  nearest one-ten th  percent
N ote; Rewarding A ctiv ities was comprised of liking, pre-giving, and 
promise.
Expertise was comprised of positive and negative expertise.
A ctivation of Impersonal Com m itm ents was comprised of 
positive and negative a ltercasting , esteem , self-feeling, and 
moral appeal.
Punishing A ctiv ities was comprised of th rea t and aversive 
stim ualtion.
A ctivation of Personal Com m itm ents was comprised of 
altruism  and debt.
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The resu lts of the  te s t of hypothesis concerning th e  use of s tra tegy  
types or categories (Hypothesis II) is se t fo rth  in Figure 7. A Chi-Square value 
of 12.54 was obtained. It exceeded the 9.49 Chi-Square criterion  value. The 
d a ta  analysis thus revealed s ta tis tic a lly  significant differences in the use of 
various types of s tra teg ies .
Figure 7
Contingency Table and R esults of Test of Hypothesis 
Concerning th e  Use of S trategy  Types 
or C ategories (Hypothesis II)
Percentage
RA EX AIC APC (Pe) Total
Pe = .20 Pe = .20 Pe = .20 Pe = .20 Pe = 100.00
Po = .616 Po = .242 Po = .001 Po = .108 Po = 100.00
Pe = percen tage expected Po = percentage obtained
Ho: Pe = .20 
Ha: Pe = .20
obt = 12.54 OC = . 05 df = 4 X^ = 9.49
Fail to accep t null hypothesis
Where RA = Rewarding A ctivities
EX = Expertise
AIC= A ctivation of Personal 
Com m itm ents
PA = Punishing A ctiv ities
APC= A ctivation of Im ersonal 
Commitm ents
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Table 10 p resen ts the frequency to ta ls  accounted for by the  supra­
categories te rm ed  Socially A cceptable and Less Socially A cceptable. The first 
supra-category made up 89 percent of the  s tra teg ies  accounted for. The other 
accounted for a little  under 11 percen t. The results of the  te s t of hypothesis 
concerning the  proportions accounted for by th e  supra-categories (Hypothesis
III) a re  se t forth  in Figure 8. The obtained Chi-Square value of 15.36 exceeded 
th e  criterion  value of 3.84. Thus the  investigator de tec ted  a s ta tis tica lly  
significant d ifference betw een the frequencies accounted for by the  two supra­
categories and therefo re  failed to accept the null hypothesis.
Table 10
Use of S trategy  Types Contained in the Supracategories 
(Socially A cceptable and Less Socially 
A cceptable S trategies)
Supra-Category
Frequency 
of Use Percentage*
Rank
Order
Socially A cceptable 
Less Socially
5926 89.2 1
A cceptable 721 10.8 2
Total 6647 100.00
* Rounded to  n earest one-ten th  percent
N ote: Socially A cceptable Supra-C ategory consisted of the 
categories te rm ed  Rewarding A ctiv ities, Expertise, and 
A ctivation of Impersonal Com m itm ents. Less Socially 
A cceptable Supra-Category consisted of the categories term ed 
Punishing A ctivities and A ctivation of Personal Com m itm ents.
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Figure 8
Contingency Tables and Results of Test of Hypothesis Concerning 
the  Use of Socially A cceptable and Less Socially 
A cceptable S trategies or Supracategories 
(Hypothesis III)
Percentage (Pe)
SA LSA Total
Pe = .50 Pe = .50 Pe = 100.00
Po = .892 Po = .108 Po = 100.00
Pe = percentage expected Po = percentage obtained
Ho: Pe = .50 
Ha: Pe = .50
obt = 15.36 OC =. 05 df = 1 = 3.84
Fail to accept null hypothesis
Where SA = Socially A cceptable 
S trategies
LSA= Less Socially Acceptable 
S trategies
Figure 9 sets fo rth  the final te s t of the hypothesis. It concerned the 
resu lts  of the findings of the  first th ree  te s ts  of hypothesis. The aggregate te st 
using Stouffer's Method (M osteller and Bush, 1958) obtained a "Z" score of 
+7.46. That value exceeded the criterion value of + 1.96 with alpha set at .05. 
The investigator thus found the results of the first th ree te sts  of significance, 
when considered as a whole, to re flec t findings indicative of rarity  ra ther than 
chance.
The results illustrated  in Figures 6, 7, 8, and 9 indicate th a t the 
investigator failed to  accep t any of the four hypotheses. In each case the  
obtained values exceeded the criterion level. Thus the analysis of the data 
revealed:
z  =
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Figure 9
Results of A ggregate T est of Significance 
(Hypothesis IV)
sum of normal deviates 
number of te s ts  of significance
=  M il 
3
= +7.46
Ho; Z +1.96 
Z +1.96
Z obt = +7.46 OC = .05 Z c rit. = +1.96
Fail to  accept null hypothesis
1. S ta tis tica lly  significant differences in the frequences with which 
specific s tra teg ies  were employed (Hypothesis 1).
2. S ta tis tica lly  significant d ifferences in the frequencies with which 
various types or categories of s tra teg ies  were employed (Hypothe­
sis II).
3. S ta tis tica lly  significant d ifferences in the use of supra-categories 
Socially A cceptable and Less Socially A cceptable (Hypothesis III).
4. That the results of the firs t th ree  te sts  of significance, when 
taken as a whole, re flec ted  rarity  ra th e r than chance (Hypothesis
IV).
Comparisons With O ther Studies 
The investigator's findings tended to  confirm the  resu lts of six earlier 
studies: Wilkerson and Kipnis (1978), Falbo (1977), Miller, e t. al., (1977), Roloff
(1976), Goodchilds and Quadrado (1975), and MarweU and Schm itt (1967). 
However l i t t le  light was shed on th e  findings of Bearison and Glass (1979), Cody
(1978), and Roloff and B arnicott (1978). The six earlier effo rts  th a t were 
supported a ttem p ted  to  develop typologies while studying the  im pact of
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contextual facto rs. Conversely, th e  th ree  unsupported studies focused on the 
im pact of personal variables while try ing to  gen era te  typologies.
Interestingly enough, the investigator did not focus on either se t of 
variables. Also, the  investigator's findings, unlike any of th e  earlie r studies' 
findings, were derived from the  application of a typology in a  descriptive 
se tting . Thus th e  present study confirm ed the resu lts of earlier e ffo rts  whose 
findings were lim ited  to responses provided by subjects ' reactions to hypothe­
tica l persuasive situations.
Perhaps even more revealing was th a t the present study confirm ed the 
resu lts of earlie r e ffo rts  despite the  fa c t th a t those earlier e ffo rts  utilized 
differing ways to  g enera te  typologies. For exam ple, half of the  earlier e ffo rts  
genera ted  typologies inductively (Wilkerson and Kipnis, 1978; Falbo, 1977; and 
Goodchilds and Quadrado, 1975). Conversely, th e  other th ree  used typologies 
genera ted  deductively (Miller, e t. al., 1977; Roloff, 1976; and Marwell and 
Schm itt, 1967).
One exam ple of the sim ilarity  of findings betw een the present study 
and earlier research  was found in the resu lts o f th e  e ffo rts  of Wilkerson and 
Kipnis (1978). They noted tha t organizations facing "proactive" problems 
(organization must in itia te  action) tended to  rely on four m ethods (see Figure 
7):
1. Logical argum ents
2. O ffers of a deal or compromise
3. Being cooperative or friendly
4. Making th e  ta rg e t aw are of th e  in itia to rs need for assistance
In a sim ilar fashion, the  authors of th e  proposals analyzed by the 
investigator used four specific s tra teg ies  which com prised 87 percent of the 
frequencies reported  (see Figure 6). Those s tra teg ies  (subcategories) included:
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1. Liking (21%)
2. Promise (37%)
3. Positive expertise (24%)
4. A ltruism (5%)
The investigator noted that the s tra tegy  "liking" was very sim ilar to 
the m ethod of being cooperative or friendly. Second, the use of deals or 
compromises closely resem bled "promise". Next, "positive expertise" seemed 
som ew hat akin to  th e  use of logical argum ents. Finally, the  m ethod in which 
the  in itia to r a ttem p ted  to  make the ta rg e t aware of the in itia to r's need for help 
appeared to  resem ble the  stra tegy  te rm ed  "altruism ". Thus th ree  of the four 
"proactive" problem methods cited by Wilkerson and Kipnis were highly sim ilar 
to  the  s tra teg y  preferences of the authors of the docum ents analyzed.
Further, Wilkerson and Kipnis found th a t organizations tended to use 
those m ethods when dealing with custom ers ra ther than  suppliers. In the sam e 
vein, the  investigator of th e  present study noted th a t an analogy could be drawn 
betw een the  position of institutions a ttem pting  to  procure grant monies and 
businesses a ttem pting  to persuade consumers to purchase their goods or 
services.
Finally, Wilkerson and Kipnis reported  th a t those methods were used 
when the  in itia to r organization was weaker than the  ta rg e t organization. It 
would seem safe to argue tha t an analogy could be drawn when considering the  
re la tive  power of a local school d istric t versus an office of the U.S. D epartm ent 
of Education.
The findings of the present study were also somewhat sim ilar to the  
results of an earlier e ffo rt by Falbo (1977). Falbo's effo rt generated  a  typology 
inductively (see Table 2). Of those sixteen s tra teg ies , four correspond to 
specific s tra teg ies  accounted for by th e  present study. Falbo's stra teg ies  of
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bargaining, e m otion-agent, expertise, and th rea t correspond to the subcate­
gories (strategies) of promise, liking, positive expertise, and th rea t.
A th ird  study in which the findings were sim ilar was tha t of Miller, e t. 
al., (1977). For exam ple. Miller, e t .  al., reported  th a t stra tegy  preferences 
tended to be varied in non-interpersonal persuasive situations. Table 8 shows 
th a t th e  authors of the federal funding proposals used th irteen  of sixteen 
s tra teg ies  a t least one tim e.
However the investigator noted a large divergence from the Miller, e t. 
al., study. For exam ple. Miller, e t . al., reported th a t th re a t was more likely to  
be used in non-interpersonal situations (p. 49). However, Table 8 reveals tha t 
the  authors of the  analyzed docum ents used th rea t only th ree  out of 6, 647 
tim es.
Concerning the Roloff (1976) study, th e  investigator noted some 
sim ilarity . For exam ple, Roloff (1976) reported two types of s tra teg ies  which 
he term ed "pro-social" and "anti-social" (p. 173-74). Roloff's "pro-social" 
s tra teg ies  seem ed to correspond to the s trategy  types "rewarding activ ities" 
and "activation of personal com m itm ents" (see Table 9). His "anti-social" 
s tra teg ies  seem ed to correspond to  the  stra tegy  type "punishing activ ities" (see 
Table 9).
Goodchilds and Quadrado (1975) generated an inductively-derived 
typology which closely resem bled French and Raven's bases of social power. 
The inductively-derived typology consisted of four stra teg ies: expertise, tru st, 
th re a t, and promises of rew ard (p. 28). Table 8 reveals th a t the authors of the 
federal funding proposals used four sim ilar stra teg ies: expertise, liking, th rea t, 
and promise.
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The typology utilized by the  investigator was a  deductively-generated 
typology derived from th e  e ffo rts  of Marwell and Schm itt (1967). While th e  
typology had been te sted  in an experim ental study, it had not been tested  in a 
descriptive setting . N onetheless it proved useful.
As s ta ted  earlier, th irteen  of the sixteen s tra teg ies  w ere reported  to 
be used a t least once (see Table 8). Two of the five stra tegy  types (rewarding 
activ ities and expertise) accounted for more than the expected percentage 
distribution (see Figure 7). However, two stra tegy  types (activation of 
impersonal com m itm ents and punishing activ ités) qualified as "em pty cells."
Concerning the  tw o supra-categories (strategy clusters in the  Marwell 
and Schm itt effo rt), both were represented. However, socially acceptable 
stra teg ies fa r outnum bered less socially acceptable stra teg ies . Less socially 
acceptable s trateg ies failed to account for even half of th e ir expected frequen­
cies (see Figure 8).
As noted earlier, th e  investigator found few, if any, sim ilarities with 
th ree  o ther research effo rts . For exam ple, the  present study, as did Bearison 
and Glass (1979), found th a t po ten tial persuaders used the stra teg ies  of 
bargaining and th rea t. However, the present study did not gather demographic 
data  for comparison. Unlike Roloff and B arnicott (1978) th e  investigator did 
not a ttem p t to  m easure personality variables such as m achiavellian tendencies. 
Finally, the investigator did not a ttem p t to discern persuaders' perceptions of 
the particu lar persuasive context as did Cody (1978).
Summary
Analysis of the  data  revealed th a t the investigator failed to accept the 
null hypothesis for each of the  study's four hypotheses. Thus, in each case the  
a lte rna tive  hypothesis was accepted.
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Concerning Hypothesis I, th e  investigator found significant d ifferences 
in the  frequencies w ith which specific s tra teg ies  were used. The percentages 
accounted for by specific  s tra teg ies ranged from 37 percent (promise) to  zero 
percent (negative self-feeling, negative a ltercasting , and aversive stim ulation). 
An obtained Chi-Square value of 30.70 exceeded the criterion value of 25.00 
w ith fifteen  degrees of freedom a t  the .05 level.
In regard to  Hypothesis II, th e  investigator found significant 
d ifferences in the  frequencies w ith which various types of s tra teg ies  w ere used. 
The percentages accounted for by the  various types of s tra teg ies ranged from 
62 percen t (rewarding activ ities) to  less than one-ten th  of a percen t (punishing 
activ ities). An obtained Chi-Square value of 12.54 exceeded the  critica l value 
of 9.49 with four degrees of freedom a t the five percent level.
The third te s t of hypothesis revealed significant differences in the use 
of socially acceptable and less socially acceptab le stra teg ies . Socially 
accep tab le  s tra teg ies  accounted for 89 percent of the to ta l frequency while less 
socially acceptable s tra teg ies accounted for around 11 percent. An obtained 
Chi-Square value of 15.36 exceeded the criterion  value of 3.84 w ith one degree 
of freedom a t  the .05 level.
An aggregate te s t of the  resu lts of th e  firs t th ree te s ts  of hypothesis 
was conducted (Hypothesis IV). Using S touffer's Method for Combining Tests of 
Significance, the investigator found tha t the  resu lts of the th ree te s ts  of 
hypothesis re flec ted  findings due to  rarity  ra th e r than chance. An obtained "Z" 
score of +7.46 exceeded the critica l value of +1.96. Alpha was se t a t the five 
percent level.
Comparisons with other studies revealed th a t the findings supported 
th e  earlie r e ffo rts  of: Wilkerson and Kipnis (1978); Falbo (1977); Miller, e t .  al..
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(1977); Roloff (1976); Goodchilds and Quadrado (1975); and Marwell and Schm itt 
(1967). However the  findings produced som e disagreem ent with those of Miller, 
e t. a l., (1977), who found th a t persuaders tended to prefer the  use of th rea t in 
non-interpersonal persuasive contex ts. The investigator found th a t th e  authors 
of the docum ents analyzed tended to p refer the use of rew ard-oriented 
s tra teg ies .
L ittle  light was shed on th ree  earlier studies: Bearison and Glass
(1979); Cody (1978); and R oloff and B arnicott (1978). Unlike those researchers' 
e ffo rts , th e  investigator did not a ttem p t to  discern po ten tial persuaders' 
personal or social ch arac teristics .
In general the  findings supported earlier a ttem p ts  to develop and use 
typologies of com pliance-gaining behaviors. E arlier studies generating typo­
logies through inductive means were supported as v/ere studies generating 
typologies deductively. In short, the  present study, which te sted  a typology in a 
descriptive setting  for th e  firs t tim e, confirm ed earlier research  conducted in 
experim ental se ttings.
Chapter V
Summary, Conclusions and Recom m endations 
Summary
The purposes of th e  study were four-fold. The first was to  examine 
se lec ted  federal funding proposals as persuasive messages. A second purpose 
was to  exam ine the persuasive s tra teg ies  employed by the authors of those 
proposals by using a typology of persuasive stra teg ies  devised by scholars 
involved in persuasion research . Thirdly, the investigator sought to exam ine the 
efficacy  of the  theo re tica l an teceden ts on which the typology was built. Last, 
the  study sought to go beyond curren t research  by using the typology in a 
descrip tive se tting  for the firs t tim e.
The study sought to determ ine what com pliance-gaining stra teg ies  
were employed by the authors of se lec ted  federal funding proposals as revealed 
by th e  conten ts of those proposals. Specifically, the study sought to determ ine:
1. The frequency with which specific stra teg ies  were used.
2. The frequency with which various stra tegy-types were used.
3. If the re  were significant differences in the frequencies with which 
specific s tra teg ies  were employed.
4. If there  were differences in the frequencies with which various 
s tra tegy-types were employed.
5. If the d ifferences, in th e  frequency of use of specific stra teg ies
and stra tegy-types, were significant when considered as a whole.
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The investigator te s ted  four hypotheses. They were:
Hypothesis I; That there  was no significant difference in the frequen­
cies with which specific s tra teg ies  were employed.
Hypothesis II: That there was no significant difference in the
frequencies with which various strategy-types were employed. 
Hypothesis III: That there was no significant difference between the 
frequency with which socially acceptable stra teg ies and less socially 
acceptable stra teg ies were employed.
Hypothesis IV: That the  results of the firs t th ree te s ts  of hypothesis, 
when taken as whole, were not significant.
Three lim itations bound the study. Those lim itations were:
1. Only those grant proposals subm itted to the Office of Community 
Education, U.S. D epartm ent of Education were examined.
2. Only the "Project N arrative" portion of those proposals was
examined.
3. Only those proposals awarded funding between federal fiscal years 
1977-78 and 1980-81 were examined.
The investigator made four im portant assumptions:
1. That the persuasiveness of the proposals' "Project N arrative"
section contributed in part or in whole to  the ir being awarded 
funding.
2. That those coding the data worked independently from each other.
3. That those coding the data examined their portion of the  data as
closely as possible.
4. That the use of theoretically  derived subcategories (strategies), 
categories (strategy-types), and supra-categories (socially 
acceptable and less socially acceptable clusters) provided 
construct validity.
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The da ta  were examined by a set of tra ined  coders fam iliarized with 
the  typology of s tra teg ies  and with th e  techniques of them atic  analysis. A pilot 
study was conducted. A subsequent re-tra in ing  of the coders produced an 
in te rra te r  reliab ility  level of ninety-one percent.
The team  of coders analyzed the "Project N arrative" section of 156 
federal funding proposals. Those "Project N arrative" sections contained 6, 647 
paragraphs. The paragraph served as the unit of m easurem ent. Those 6, 647 
paragraphs sampled contained the  population of the study. Thus, one-hundred 
percent of the study's population was sampled.
Following the  coding of the data, the  investigator conducted the data 
analysis. Prelim inary analysis consisted of a com putation of the frequencies 
w ith which specific stra teg ies , stra tegy-types, and groupings of s tra tegy-types 
w ere used. Secondary analysis consisted of the conversion of those frequencies 
to  proportions (percentages) and the  use of Chi-Square w ith Y ate's Correction 
for D iscontinuity in order to conduct th ree te s ts  of hypothesis. A ggregate 
analysis consisted of a te s t  of the results of the  th ree  te sts  of hypothesis via 
S touffer's Method for Combining Tests of Significance.
The firs t th ree  te s ts  of hypothesis w ere conducted w ith alpha se t a t  
the  five percent level. In the firs t te s t of hypothesis an obtained Chi-Square 
value of 30.70 exceeded the  critica l value of 25.00 with fifteen  degrees of 
freedom . The second te s t of hypothesis yielded an obtained Chi-Square value of 
12.54 which exceeded the c ritica l value of 9.49 with four degrees of freedom . 
The third te s t of hypothesis yielded an obtained Chi-Square value of 15.36 
versus a c ritica l value of 3.54 with one degree of freedom .
The aggregate te s t of the data (Hypothesis IV), which used Stouffer's 
Method, yielded an obtained "Z" score of +7.46. That obtained score exceeded 
the critica l value of +1.96. Alpha was set a t the five percent level.
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The investigator thus reported  four major findings. F irst, th e re  were 
sign ifican t d ifferences in th e  frequencies w ith which specific  s tra teg ies  were 
used. Second, th e re  were significant d ifferences in the  frequencies with which 
various s tra tegy -types  were used. Thirdly, th e re  was a significant d ifference 
betw een the  use of socially acceptable and less socially acceptable s tra teg y - 
type groupings. Finally, the  results of the  te s ts  of hypothesis, when considered 
as a whole, re fle c ted  findings due to ra rity  ra th e r  than chance. Thus, in each 
instance th e  investigato r failed to  accep t th e  null hypothesis.
Conclusions
Five major conclusions were drawn by th e  investigator in regard to 
the  im pact of s itua tiona l con tex t on s tra tegy  perference. F irs t, w eaker 
in itia to r organizations rely on a ttem p ts  at being friendly or cooperative with 
the  ta rg e t. They also make use of promises or a tte m p ts  a t  striking bargains. 
Third, weaker in itia to rs  u tilize logical argum ents or claim s of expertise . Next, 
weaker in itia to rs  rely on a ltru is tic  appeals. Finally, persuaders faced  with a 
non-interpersonal s ituation  use a varie ty  of s tra teg ies  although they usually rely 
on rew ard-orien ted  s tra teg ies .
Further, th e  investigator found evidence supporting the  theo re tica l 
an teceden ts of th e  typology used in th e  p resen t study. The bases of social 
power term ed "socially dependent w ithout surveillance" by French and Raven 
(expert power, re fe ren t power, rew ard power) w ere utilized in a non-in ter­
personal persuasive situation . Second, persuaders employ inducem ents of 
rew ards in order to gain control of a persuasive s itua tion  as Parsons theorized .
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Recom mendations 
The investigator recom m ended th a t fu rther analysis of private and 
public funding proposals be conducted. Another avenue of study recom m ended 
by the  investigator was analysis of in ter-organizational docum ents such as those 
betw een custom ers and suppliers. A third descriptive setting  holding po ten tial 
for fu rther study was deemed to be the  minutes of policy-making bodies in the  
public and private  secto rs. Also, the  investigator suggested tha t analysis of the  
tex ts  of speeches, advertisem ents, pro claim a t ions by public officials, and press 
conferences be conducted. Finally the investigator recom m ended tha t such 
studies be enhanced by giving a tten tio n  to  the  personal, characteristics of the  
persuaders involved.
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CODING SHEET
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Coder's Name Text ID Number
Strategy
Pre-Giving 
Liking 
Promise 
Expertise (+) 
Expertise (-) 
Self-Feeling (+) 
Self-Feeling (-) 
A ltercasting (+) 
A ltercasting (-) 
Esteem (+)
Esteem (-)
Threat
Aversive Stim ulation
Altruism
Debt
Moral Appeal
Frequency Paragraph Number
